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RETAIL NEWS 


red wing shoe companys volume thirteen, 2005 


Red Wing Shoe announces ASTM Safety Standard Compliance 


Red Wing Shoe Company, America’s leading 
manufacturer and marketer of Red Wing, 
WORX™, and Carhartt brands of safety 
footwear, announced today that it is 
transitioning from the previous ANSI (American 
National Standards Institute) safety footwear 
standard to the recently approved standard 
from ASTM (American Society for Testing and 
Materials). All safety footwear produced by 
Red Wing Shoe Company complies with the 
new ASTM standards and the company is 
adjusting its product labels to reflect this. 
What is ASTM and why is this 

change happening? 

ASTM International, one 

of the largest voluntary 2 
standards development aT | | / 
organizations in the world, 
and a preeminent source 
for technical documentation for industries 
world-wide has announced that the former ANSI 
Z41, Standard for Personal Protection 
Protective Footwear has been withdrawn, and is 
replaced by 2 new ASTM standards. The new 
ASTM International standards replacing and 
updating the Z41 document are entitled 
F2412-05 Standard Test Methods for Foot 
Protection and F2413-05 Standard 
Requirements for Protective Footwear, both 
under the jurisdiction of ASTM Committee F13 
on Pedestrian/Walkway Safety and Footwear. 
Information on these standards can be 
obtained at www.astm.org. 


The introduction of ASTM F2412 and F2413 
will permit the continued use of safety and 
performance standards previously provided in 
the ANSI document, which has been an 
important part of worker safety since 1967. 
The new standards continue the long-standing 
effort to help protect against toe, metatarsal, 
and foot bottom injuries. These standards also 
include test methods and performance 
requirements for footwear providing electric 
shock resistance, conductive, static dissipative, 
and dielectric properties as well as chain saw 
protection. The new ASTM protective footwear 
standards are enhanced with expanded 
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information on upper class 50 and class 75 toe 
protection performance requirements. 


The new ASTM standards contain minimal 
changes from the withdrawn ANSI Z41 1999 
standard with regard to test methodology. The 
major performance characteristics changes 
between the new ASTM standard and the old 
ANSI standard are the removal of Type II for 
Static Dissipative and Class 30 for Impact and 
Compression requirements. Therefore, the 
majority of existing industry inventory of product 
and product-information that is labeled or 
advertised as in compliance with ANSI Z41 
standard should be compliant with the new 
ASTM standards. 


How will this affect Red Wing Shoes? 

The real question is- how will this change affect 
Red Wing? “The switch from ANSI to ASTM will 
have minimal impact to Red Wing products” 
says Lori Hyllengren, Lab Manager, Red Wing 
Shoe Company, “Since the ASTM standards 
mirror the ANSI standard, our current products 
remain in compliance. We are submitting all 
safety footwear products in 2005 to be tested 
by an independent laboratory for confirmation 
of conformance to ASTM F2413-05. We will 

be updating our product labels through the 
rest of this year and should be completed 

by early 2006.” 


When will this happen? 

The timing of the changeover is immediate, 
however ASTM allows for companies to make 
the switch as a running change, utilizing ANSI 
labels existing in inventory and then switching 
over to ASTM labels. “! want to confirm that Red 
Wing products are ASTM compliant, even if the 
labels currently read ANSI”, says John Klein, 
Product Merchandising Manager, 

Red Wing Shoe Company. 

For more information/questions 

For more information on ASTM/ANSI issues 
relating to Red Wing Shoe Company, please 
contact Red Wing Customer Service 

at 800-328-9453. 
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eS Company Updates 


WWWMONSTER.COM utilized in hiring process 


The next time you need to hire 
® a staff members, consider using 
Mons [ er www.monster.com. Monster is the 
leading online global careers network 
and the worlds #1 hiring management resource. Red Wing Shoe 
Company has been utilizing this service with good results recently and 


encourages you to try it out. For more information, contact Becky Burley 
at TMP Worldwide- 952-903-4641 to take advantage of special rates. 


How to turn the Dog Days of Summer 


into the Cats Meow! 

It’s been said that in the retail environment, the summer months can 
be a challenging time (“the Dog Days”) to draw in customers. With 
the sun shining and outdoor activities abound, consumers are less 
likely to take the time to shop. Not for a moment should you accept 
this gloomy proposition, take the initiative to be creative and turn 
“lemons into lemonade”! 


Ideas to draw summertime business: 

= Sidewalk sales- work with your landlord to get permission to use 
the sidewalk and adjacent areas to create excitement with great 
savings on discontinued and clearance priced merchandise. 

=» Summer Clearance events- highlight discontinued merchandise 
with creative signing and in store presentation. Focus on a 
clearance theme. 





» Highlight the new Red Wings Comfort Casual product line 
(now arriving)- a new customer base awaits you! Feature this line 
as “New Arrivals”. 





= Call on local restaurants, hotels, casinos, grocery stores and 
clinics with the new WORX Service Shoe offering (men’s styles in 
stores now - women’s styles coming soon). 





= Direct Mail- send a summer clearance postcard to drive traffic! 


=» Employee contests- motivate employees with sales contests and 
recognition. Offer a special reward to the winner(s)- lunch, plaque, 
day off, cover a weekend shift, etc...) 


a Attend community events and sell yourself- Chamber of Commerce 
and other local organizations are great opportunities to get the 
community excited about your store and products. Start to build 
your “Business to Business” network. Add more major accounts. 


=» Work your customer file, contact/phone your customers and let 
them know of the great savings they can participate in. Start with 
those customers who are hitting their 1-year purchase anniversary- 
they’re ready to buy! Reactivate all dormant accounts. 





=» Amp up the excitement with accessory sales- there is huge 
opportunity in the moldable insole and shoe care products. If the 
customer is not buying from you, they’ll be buying it somewhere 
else. Create a one-stop shop and maximize your sale opportunity. 


Big Boot visits AFL/CIO Tradeshow in Portland, OR 


Red Wing Shoe Company displayed the Worlds Largest Boot at the 
AFL/CIO Tradeshow in Portland, OR on April 22-25 and it was a 
rousing success. Customers flocked to get a look (or a photo) of 
this amazing display. The Big Boot will also be displayed at the 

Red Wing Shoe Centennial Celebration from July 28-31 and at the 
2005 Minnesota State Fair from August 25- September 2. For more 
information on the Big Boot, check out www.redwingshoe.com. 








Centennial Caps Now Available 





Two new items are now available in 
our Centennial merchandise offering- 
Centennial caps! The Centennial 
items are all well suited as gift ideas and an excellent 
opportunity to grow your add on sales. Note- Centennial 
products have limited quantities available and are not eligible 
for CO-OP. Please contact customer service to order your 
Centennial merchandise. The items available are listed below: 





Description Item # Cost Sugg. Retail 
Black Cap 94237 $72.00/lot 12 $12.99 
White Cap 94238 $48.00/lot 12 $12.99 
Money Clip 94319 $10.00 each $19.99 
Black T-shirt 94320 $85.00/lot 12 $14.99 
Gray T-shirt 94323 $85.00 /lot 12 $14.99 
Black Sweatshirt 94324 $106.00/lot 6 $29.99 
Gray Sweatshirt 94325 $106.00/lot 6 $29.99 
Shot Glass 94300 $2.00 each $7.99 
Can Cooler 94313 $6.00 each $9.99 
Thermal Mug 94318 $3.25 each $9.99 
Belt Watch 87055 $25.25 each $49.99 








Tap Customer’s The Shoe Horn tag 


Emotional Needs iii 

Buying decisions involve both logic and emotion. The logical 
aspect includes such criteria as product specifications, 
warranty, price, size, etc. The second — and often more 
powerful — motivator is emotion, which includes less tangible 
criteria such as pride, joy, fear and concern. 


Here’s an example: A person buying a pair of jeans has logical 
requirements such as waist size, inseam length, color and 
style. But the emotional aspect of how the pants feel and look 
will be the ultimate decision influencer. 


Uncover emotional requirements by asking customers 

these questions, “What are you looking for in a...?” Then 
follow up with “Why is that important to you?” The first 
question helps uncover the logical need and the second 
question prompts customers to express the emotional 
reasons behind their purchase. You’ll uncover the information 
you need to differentiate your product solutions from those 
of your competitors. 








Address Changes 


If you have changes to your store 
information shown on the web 
dealer locator or 1-800-REDWING 
phone number, please contact 
Dawn McRoberts in customer 
service at 651-385-6542. The 
Red Wing Store Locator- making 
it easy for customers to find 

you, and buy from you. 

















WORX™ Service Shoe Materials Available 


The following WORX service shoe selling materials are now 
available for purchase. Please contact customer service 
to order. 


Marketing Updates 


Description Item # Cost 
WORX Consumer Brochures (qty 100) 94004 $15.00 
WORX Tip Chips (qty 25) 94016 $18.75 
WORX Mini Posters (qty 3) 94041 $2.25 
WORX Free Shoe postcards (qty 25) 94213 $10.00 


Shelf Talkers Now Available 

New Shelf Talkers are now available for purchase. 
Please contact Customer Service to order the following 
Shelf Talkers. 


Description Item # Cost 
Red Wing/WORxX full product 

line (182 RW/99Wx) 94032 $37.00 
Red Wing- blank (25) 85097 $4.00 
WORX service shoes (30) 94215 $4.00 
Red Wings Comfort Casuals (41) 94236 $6.00 
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Direct Mail 


Sign up today for the next direct mail opportunity and enjoy 
the benefits of this dynamic, low cost advertising 
opportunity. To date, we have offered both a Spring Sale 
and Summer Sale/Fathers day mailing. We are also 
planning a fall mailing. Benefits of our direct mail program 
include: creative options, dynamic 4 color process attention 
grabbing 5 */2” X 8 +/2” 2 sided postcard, low cost 
(estimated at $0.37 each), and eligible for 100% Co-op 
reimbursement. For more information on direct mail 
opportunities, please contact Mike Rudquist at 
michael.rudquist@redwingshoe.com or 651-385-6568. 


a Brand Updates 


Red Wing Product Update 
Stock numbers 8618, 8619, and 8659 
will be going back to Red Wing "work" 
category at the end of this year. This 
change was strongly suggested by 
dealers throughout the country as it 
was felt that these are being purchased 
as shoes for work and not lifestyle or 
casual footwear. 








Co-op Reminders 


Second Quarter Co-op letters- should arrive by late June 2005. 
Please note that the program closes November 30, 2005 and that 
claims need to be submitted within 60 days of media placement to 
be eligible for Co-op. 


Point of Purchase- please note that Co-op offered only on Red Wing’s 
dealer support/collateral P-O-P material. 


Motorcycle Advertising tip- by itself, Motorcycle Boot advertising 
does not qualify for Co-op, however, when advertised with Red Wing 
work product it is eligible for Co-op. 


Red Wings Comfort Casual tip- by itself, Comfort Casual advertising 
(4000 product series) does not qualify for Co-op, however, when 
advertised with Red Wing work product it is eligible for Co-op. 


Prairie Series- Please note- the following Red Wing Prairie series 
products utilized in advertisements qualify for Co-op: 452, 453, 
1159, 1210, 2259, 4410, 4452, and 4453. 

Minimum Advertised Price (MAP)- Please note that Minimum 
Advertised Pricing needs to be followed to be eligible for Co-op. 
Anything listed below MAP will not be approved. See 2005 price list 
for MAP details. 

Carhartt _Co-op- Please note that Co-op is available for Carhartt 
footwear purchases and follows the following guidelines: 


= Co-op dollars based on 2% of annual Carhartt footwear shipments. 
=» Co-op period based on October 1, 2004- Dec 31, 2005. 
=» Claim submissions- follow the same rules as Red Wing. Claims to 


be submitted within 60 days of media placement and feature the 
Carhartt footwear logo prominently. 

= Carhartt claim form and agreement online at 
www.carharttfootwear.com; For Our Dealers; Documents. 

Selling Program updates- for those participating in the 

following programs: 

a Winter Comfort Casual Program- P-O-P kit was shipped end of May. 
Rebates (for those who bought 73+ pair) will be issued off invoice 
upon shipment of product. 

a Winter Red Wing Insulated/Waterproof Program- P-O-P kit will be 
shipped in late July. 

a Winter WORX service shoe program- P-O-P kit was shipped in 
May. Kit consists of the following components: 





= Tip Chips 

= Free Shoe Postcard Mailer 

a Selling Guide 

= Newspaper and Radio ad CD 


=» Questions/Accrual Updates- please contact our Co-op Dept for more 
information regarding Co-op questions- 1-800-538-5647, option 2 (Co-op). 








WORX™ Service Shoes ship early/ on time 

You will be noticing early to on time arrival of the WORX Service Shoes by June 15, 2005. The 
Men’s products have shipped early and the women’s product is slated to meet the mid June 
date. If you haven’t ordered already, make sure you take advantage of this wonderful sales 
opportunity. Please contact your sales rep for more information. 


Red Wings Comfort Casuals ship early/ on time 

Red Wings Comfort Casual products should be in store late May thru June 15, 2005. Fill in 
inventory is due to Seattle, WA by June 15, 2005. Take the opportunity today to expand your 
customer base by offering this stellar product offering. Please contact your sales rep for 
more information. 





Ka Customer Relations 


Letters from Customers 


| wear Red Wings on the North Slope every day. The oilfields 
are very alive, even today. For four years now | have been 
wearing my 4912’s. My insulated steel toe boots keep me 
warm and comfortable outside at -50 and even hold up well for 
short periods down to —80. | walk through wet tundra at 4 
inches of water and my feet stay dry all day. | always 
recommend Red Wings to my co-workers and the fact is there 
are lots of them up here- | would say they are the favorites. 


KS, Bellingham WA 


Over the holiday season several of my friends and | decided to 
take a hike in the state forests of Pike County Pennsylvania. It 
was warm out and there was very little snow on the ground so | 
opted to wear a popular brand of sneakers on the hike. After 
about four miles and one hours time my feet, legs, and ankles 
hurt like I’d been standing all day. As soon as | got home | 
grabbed my Red Wing 606’s and put them on. Within 15 
minutes my legs and feet felt fine and | realized how foolish it 
had been to wear sneakers. My Red Wings are like therapy for 
my feet and I’ve persuaded many friends to buy Red Wings with 
this story. I'll never take sneakers over my Red Wings again. 
Thanks for all your hard work. 


NS, Tafton PA 
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| would like to thank all the helpful people at the Red Wing factory 
and especially Ken Ford from the Carrollton, Texas store. He was so 
very helpful to me in finding and ordering a pair of boots that | 
needed for a gift. | called him on monday and he made calls for me 
and | received my boots on tuesday! | was very thankful because | 
had the last minute gift idea for an anniversary gift to my husband 
and if not for the great people at Red Wing | would not have been 
able to get them on time. Also, this is my husband’s 3rd pair of 
these boots, he loves them! 


KM, Seagoville TX 


It is with much interest that brought back many memories when | saw 
the picture in the newspaper about your 100th Anniversary on 
February 15. | first became aware of your Red Wing Boots in about 
1950- | could not afford them until | completed college in civil 
engineering in 1952 at Louisiana Tech and upon graduation went to 
work and bought a pair of steel toe Red Wings. Upon going to work | 
noticed that many other persons were wearing Irish Setters to work. 
It didn’t take long for me to buy three pair of Irish Setters. The 
reason for this is that we not only worked offshore in the Gulf of 
Mexico but also in the swamps and marshes of Louisiana. Of course 
this meant wet feet, so | had one pair that | was wearing, one pair 
drying out in the trunk of the car, and one pair drying out in the hotel 
room- so they were rotated each day. After 3 years of wearing 7 days 
a week | keep wearing my boots. My Irish Setters are very good for 
ankle support (besides very good looking) and the type of soles are 
very good for grip while climbing around various types of steel bridges. 


AD, Leesville LA 
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